Many families
“need much more

: He'sa pudgy. baldmg ex-football coach whose expletlves
fiever have to bé deleted (“dadgum”) and -whegé studied::
«-1.. downhome manner drives the competition wild ("I'ni go:
wi#¢ inguto kick their butts”). His adoring legions of salespeo-:

- insurance than anyone else in the country, by belhgerently
‘raiding the %ash-value policies sold by dther ifisurers:’

(.- Hiseompetitibh-brulséd of butb=is the traditional
* ingifiihbe ihdustry: Alan Press; president of the National

+ flat-out ‘deception in-switching peoplé out of policies they

" ingiirarice and invest it all in mutual funds.*
;. Seirch and destroy: If that’s all there wasto i
~ dismissed as just another skirmish in the long-riin
betwéen ' “terni-ites”. and “cash-ews”~-
McCoys of the insurance business: But Williame’d mission is
: Search and destroy Cash valuw dre a"npoﬂ',’t hét rdars to his.

or éxtra income. The people who sell cash valued até
life arid scum.” It’s the Lord’s work to flush ut thése
and replace thein with term.
* Porgetting the defamation;’the underlyihg
" oftén true. Many families with cash-value policies are tragi
cally underinsured. The premmm is 80 high thst; they can
afford all the coverage they need.:if the breadwitiner di
theinsiirancecheck will probablyvanishina yeal'*Had they’
botight low-premium term. méurance, they'd havé had. 10
times the money. But agents earn bigger commissions by
selling cash value, so they’ often push it even if it leaves a
« family short. The Williams oiga tion wouldn't exist xf ,
 life-insurance agents did their fobs: R i
* Still, granting a wider neéd. for term ifsurance doesn’t

. his pohcla are the cheapest. But you'll find bettér deals.’
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=+ « ple-“hessianic and 200,000 strong——sell more term life:

-'j Association of Life: Underwnters, atcused Art-Willias of -

wi: . ought to kéep. Although the industry sellsall kinds of ¢over-
age, it stakes its profits on cash values: These policies build “|:
-.up savings that you can redeém when you retire; but you
have to mvest a lot of money. At the age of 30 a $100 000

nning feud ;
- the: Hetﬁelds ‘and |

 mean you should buy it from Ai L. Williams. He ¢laims that;

# ' Say you're 30 and need $100,000 of doverage: Male or -,
i~ female, most nonsmokers pay A. L. Williams $207 a year for_ | "

F1 001859

a term policy lasting 20 years. (There’s a “preferred,” $170
rate, but only one out of thrée nonsmokers getsit) -

By contrast, a five-year policy from Bankers Security of
Arlington, Va., costs a nonsmoking man an average of $167
.after 20 years, and a woman, $146. At Jackson National Life
:of Lansing, Mich., a 10-year policy costs a man an average of
<{ $177 after 20 years, and a woman, only $144. These compa-
| nies look even better when you count the time value of
money; they start with lower premiums and don’t charge
more until partway through the term.

How do you find a cheap term policy? Easy. Calloneofthe .

‘computerized price-quote services. Answer a few questions,

ike your age and whether you smoke. You'll get alist of four .

¢ five low-cost policies sold in your state:’

“To tap into the broadest price survey, send $50 to Insur-

2| *ance Information Inc., 41 Pleasant Street, Methuen, Mass.

01844 I tracks 200 to 300 companies. When you get your

hst, you éall the ones that interest you and ask for a hfe—

insurance agent in your area.

# :Other services are life-insurance agents themselves In-

- suranceQuote in Arizona (800-972-1104; in state, 345-7241),

‘SelectQuote in California (800-3431985) and TermQuote in

i Ohio (800-444-8376) They 'may have 15 to 50 low-priced

.companiés in their computers and will send price quotes

free. If you want to buy, just call them back.

»1¢ Dividend payers: Equally important is whether your policy

‘bught tobé réplaced at all. The answer isyes, if that’swhat it

;takesto getallthe coverage that you need (although it might

‘make more sensé to put a cheap term policy on top of your

 présent cash-value coverage). And yes, if your policy pays no

_dividends and isat least 10 years old (it’s probably yielding a

=fPoor return): But dividend-paying policies are another mat-

i ter; Some are stinkers and should be dumped, others are

- excellent investments.

+:A.L. Williams agents don’t dlstmgmsh between the good
~'and the bad. They can make all cash-value policieslookbad .

- by illustrating them without the dividends they pay. Wil- ="
liams says that’s fair because dividends are not guaranteed.

' But neithér are the yields on his mutual funds, which he .

.recomménds in place of dividends. Jim Hunt of the National -~ -

;Insurahce Consumer Organization (NICO) says that some:*

policies show internal rates of return of 9 and 10 percent .

i.): tax-deferred, which equal the long-term return from stocks. -

“Youcandream of getting 14 percent from a mutual fund, but

-it’s not likely over the long run. Also, when you surrendera

‘policy you may lose some cash values. It takes some domg for .

he‘mutual fund to earn that money back! - <7 ¥

Before switching, talk to your ariginal insurance agent R

advisés" Harold Skipper, insurance professor at Georgia

‘State Untiversity. Maybe he or she has abetter policy toshow *:::

yoil. 'Or you might change your old policy: Jlm Roberts of

.

1,.

r

'Also consult vnth NICO;at 121 N. Payne Street Alexan-"
‘dria; Va.22314. For $30, it w111 analyze your present policy
nd . tell” you ‘what it's'earning, so that you can judge a
eplacement ‘proposal. Don’t send your insurance polic
:itself’ 1NICO needs only the *in-force ledger statementé
hich your instirance agent ¢an get for you. . :
P11 aay thisfor A. L. Williamb: he has forced the mdustry to
- pay more attention to what they’re selling the middle class.
:| ;The pity of it is that the company's sales pitch doesn’t unt

13 mhL_Bnt then, neither does the pitch from many $radi-
| ents. One could argue that Wlll_xam_

erve. =
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